
ComplianCe

Critical changes are on the way for the 
Client Relationship Model

This article will help you prepare to comply with revisions to the Client  
Relationship Model for both MFDA and IIROC-regulated firms.

This Issue

Branch Administrator’s  
Corner 2
Cross-train your admin staff  to avoid 
costly delays.

FREE Poster 7
Get this poster to announce your 
advisor training session.

Use Social Media Wisely 8
This exclusive Advisor Briefing will 
help keep you and your team in  
compliance with marketing regs.

Compare MFDA and IIROC 
Amendments 14
This table makes it easy to understand 
the coming changes in the Client Re-
lationship Model for both camps.

What Industry Thinks about 
CRM Changes 15
A summary of  comments and  
criticisms from a variety of  sources. 

Grab Referrals at Your Own 
Investment Seminar 16
January is a great month to team up 
with other professionals at an infor-
mation session.

Next Issue

Why the compliance officer is your 
friend and how to convince your 
advisors of that.

More alternatives to cold calling 
during RRSP season.

SeCuritieS BranCh manager
Your Plain-Language Guide to Business-Building, Training, Administration & IIROC/MFDA/CSRA Compliance

continued on page 3

continued on page 13

SuperviSion

Get those accounts reassigned promptly 
when advisors leave

This is the first in a three-part series on branch supervision. In this 
article you will learn how to get accounts reassigned when advisors 
depart and how to avoid an excess of house accounts.

You shouldn’t wait too long to reassign accounts when investment advisors leave 
your branch. And you should assign them to other investment advisors, rather 
than letting them linger as house-coded accounts. As well, the new registrant on 
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... COMPLIANCE WILL BE A CHALLENGE ...

Changes are coming to the Client Relationship Model for Canada’s investment 
industry.

Compliance obligations of  Dealer Members continue to evolve as self-regulatory 
organizations – the Mutual Fund  Dealers Association of  Canada (MFDA) 
and the Investment Industry Regulatory Organization of  Canada (IIROC) – 
simultaneously work to improve relations between clients and Dealer Members 
with changes to the Client Relationship Model (CRM). 

While the MFDA has jumped ahead of  IIROC, finalizing its amendments 
in the beginning of  December, both organizations share transparency and 


